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e Some Letters to the Editors 





INDEPENDENT BANKING 
Sirs: 

I hope you will be successful in your 
wonderful fight for the independent 
banker. The enclosed copies of my 
letters to Senators Stuart Symington 
and Thomas C. Hennings, Jr., speak 
for themselves. 

PHILIP C. KOPITSKY 
Chairman of the Board, State 

Bank & Trust Company of Wellston 

Saint Louis, Missouri 


e Epiror’s Note: One of the iden- 
tical enclosures follows: 


. Honorable Stuart Symington 
United States Senate 
Washington, D. C. 

Dear Senator Symington: 

You will soon have before you for considera- 
tion in the Senat he § bill adopted 
overwhelmingly by the House. 

I don’t think that I have ever written to you 
before about pending legislation, and would 
not do so now if it weren’t for the urgency 
of the matter. One of the few remaining 
industries which is independent to any extent 
at all is banking, and it is my earnest desire 
and that of other independent bankers to have 
it remain that way — at least, substantially so. 

I entreat — in fact, beseech — you to do 
everything in your power towards the adoption 
of the Spence bill as passed by the House. The 
forces against this bill are very powerful, but 
knowing you and your record. I am sure that 
your decision will be the right one. 

Thank you for the wonderful representation 
you are giving our state, and your serious 
attention to the request herein contained. 

Sincerely and cordially yours, 
PHILIP C. KOPITSKY 
Chairman of the Board 


* 





Sirs: 

As part of the requirements for the 
Pacific Coast School of Banking, I 
am writing a thesis on the independ- 
ent banks. I would appreciate it if 
you have any statistics or information 
that may help me in answering the 
following questions: 

1. Number of new independent 
banks formed in various states dur- 
ing the past five years. 

2. Number of independent banks 
closed or absorbed by other banks in 
the past five years. 

8. Growth of independent banks’ 
deposits vs. growth of branch-bank 
deposits during past five years. 

4. Reasons for closing or absorp- 
tions of independent banks by branch- 
banks. 

5. Advantages and disadvantages 
of independent banks over branch- 
banks, 

6. Definition of an independent 
bank. 

I would be very grateful for this or 
any other information you might have 
in connection with this subject. If 
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you desire to have the material re- 
turned to you, I will do so as soon as 
I have finished with it. 
ROBERT G. WEIDIG 
Assistant Cashier, Citizens 
Commercial Trust & Savings Bank 
Pasadena, California 


e Reader Weidig’s inquiry has 
been relayed to the two Independent 
Bankers Associations.—THE EDITORS. 

* * * 


F. P.R. A. SCHOOL ~ 


Sirs: 

We certainly want to thank you for 
such a splendid play-up (February 
issue) of our school. You have always 
been a fine cooperator, and we do ap- 
preciate it. 

PRESTON E. REED 
Executive Vice President, Financial 

Public Relations Association 

Chicago, Illinois 
* 
Sirs: 

The article by Ted Bauer in your 
February issue (“How the F. P. R. A. 
Can Help Keep the Banking Business 
On Top”) was very well done. I can 
report to you that I have had a letter 
from a Minnesota bank as a result 
of this article. I am sure that the 


F. P. R. A. office and other members 
have received similar inquiries. 

Next month Harper & Brothers will 
be offering a book on which I have 
been working for the past year, and 
it covers the subject of bank public 
relations. I can assure you it was 
written with small banks very much 
in mind, because they are the ones 
which are looking for help. I will 
send you a copy as soon as it comes 
off the press. 

My best wishes to you. 

ROBERT LINDQUIST 

Vice President, Harris 

Trust & Savings Bank 
Chicago, Illinois 


Sirs: 

Ted Bauer did a fine job in describ- 
ing the F. P. R. A. School. 

W. W. DELAMATER 

Vice President, Tradesmens 

Bank & Trust Company 
Philadelphia, Pennsylvania 
President, Financial Public 

Relations Association 

* 


Sirs: 

. This is a good article and con- 
stitutes a wonderful “plug” for 
F. P. R. A. 


I am only a past president now, but 
I appreciate your running this story, 
and I am sure that the current official 
family will, also. 
Best regards. 
ROD MACLEAN 
Assistant Vice President, 
Union Bank & Trust Company 
Los Angeles, California 
* ro * 
SERVICE CHARGES 
Sirs: 
The article you had in the February 
issue regarding figuring service 
(“Forum” continued on Page 4) 





Cover Picture 





\ 


Nine years old when the First Na- 


tional Bank of Missoula, Montana 
was established in 1873, was C. E. 
“Pop” Johnson, operator of a livery 
stable. 


The other day when the bank 


inaugurated its deluxe Diebold 
drive-up counter, the first customer 
appropriately was the 92-year-old 
Mr. Johnson. Says President Theo- 
dore Jacobs of the bank: “We 
thought it fitting that the oldest bank 


in Montana, in adopting an up-to-the-minute banking facility, should 
choose its oldest customer—both in age and in number of years of banking 
here—as the first to use the new window”. 


In this picture, Mr. Johnson is making his deposit at the new instal- 
lation, which is averaging 125 cars a day and which recently registered a 


one-day high of 200. 
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What a look over the teller’s shoulder 
shows about the Mosler Picture Window . 


1. Even customers approaching the Mosler Picture 
Window for the first time seem entirely at ease. There’s 
something more personal, more inviting about its mod- 
ern, open look. Teller and customer are able to see, and 
talk with each other so naturally that neither is conscious 


2. Note that all (not just part) of the counter 
space inside is usable for change machines 
and other equipment. No space-wasting 
cutaway in the Mosler counter . .. no 
“angled-in’”’ counters that also steal needed 
work area. Notice—there are two big cash 
drawers below for coins, bills, storage. 


Why not find out ali the other reasons why 
the Mosler Picture Window is America’s finest 
and most practical equipment for drive-in 
banking? Mail coupon for brochure, today! 


IF IT'S MOSLER ... IT'S SAFE 


Oz Mosler Safe ““7 


World’s largest builders of safes and bank vaults... Mosler 
built the U.S. Gold Storage Vaults at Fort Knox and the famous 
bank vaults that withstood the Atomic Bomb at Hiroshima 


March 1956 





3. The new two-way communications system 
is the next thing to note. It makes easy, 
normal-tone conversations possible, while 
teller’s hands are free at all times, and vision 
is unobstructed. Microphone and speakers 
are above eye-level. Acoustics in window 
are without equal in drive-in equipment. 





THE MOSLER SAFE COMPANY, DEPT. I-3 

320 FIFTH AVENUE, NEW YORK 1, N. ¥. 

Please send me your new full color brochure outlining all the features of 
Mosler Picture Windows For Drive-In Banking, as soon as possible. 





of the clear-vue bullet-proof glass between them. Note 
that lid of the deposit unit is of the same clear-vue 
material. This keeps checks and money involved in the 
transaction in view of customer as well as teller at all 
times, yet protected from wind and other hazards. 





4. And notice how the touch of a single button 
by the teller slides the ingenious Mosler de- 
posit unit out... opens the lid. . . and allows 
the customer to reach directly into it (without 
arm or wrist contortions, or fear of sudden 
closure). This is the most easily accessible 
unit of its kind. Safest. Most wind-resistant. 
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This ad concerns every bank 


Home 
Fring ™*: 59 Maia, 


" La < 
The Home doe TOMOBILE York &N Y 


Insur Sy Com 


ty de 
y Over 40,000 % ° 


This latest Home Insurance 
Company advertisement talks to 
people who own cars—your 
customers and ours. 


It sells the importance of 
quality insurance coverage, and 
it’s to the advantage of bank 
as well as borrower to specify 
the best insurance protection 
that can be had. 


Your local agent of The Home 
Insurance Company will be glad 
to cooperate with you in every 
way he can. Get acquainted 
with him. 


«Mame 
Fidalig Pare RINE 





This advertisement 
appears in color in: 


Time —Jan. 16 

Newsweek —Jan. 16 

Business Week —Jan. 21 

U.S. News & World Report —Jon. 27 
Town Journal—Jan. 

Better Homes & Gardens —Feb. 
American Home—Feb. 

Nation's Business —Feb. 
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charges on a Burroughs Sensimatic is 
very enlightening. Am writing direct 
to the Michigan bank for more details. 
Would say that a bank could save 
enough on this one idea to pay for a 
subscription to your magazine for 
several years to come. 

M. F. EVELETH 


Vice President and Cashier, 

Ocean National Bank 

Kennebunk, Maine 
* 
Sirs: 

It is very heartening to know that 
the article about service charges has 
created so much interest. I sincerely 
hope that those people who look into 
this new method of posting service 
charges will benefit from it as much 
as we have. 


(MISS) FAY WILBER 
Assistant Vice President, 
River Rouge Savings Bank 
River Rouge, Michigan 









_ BS] YEARS OF CONFIDENTIAL DIGNIFIED SERVICE 


ZF The Old Reliable S 
CHARLES E. WALTERS CO. 


1313 FIRST NATIONAL BANK BUILDING OMAHA, NEBR. 
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LET’S LOOK AT THE BRIGHTER SIDE 


Many thousands of Ameri- 
cans are cured of cancer 
every year. More and more 
people are going to their 
doctors in time...To*learn 
how to head off cancer, call 
the American Cancer Society 

_ or write to “Cancer” in care 
of your local Post Office, 


American Cancer Society %® 
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Get Their Best Performance 
From Your Staff People 


A, EVERY managerial bank executive 
knows, his job today has become 
more complicated and exacting than 
ever before. New business develop- 
ments, more complex equipment, 
forces of competition, and an in- 
creased pace of business all have 
contributed additional load to his 
chief chore of handling the personnel 


@ of the bank. 
There can be no retreat from these 


new problems; they must be faced 
and handled. And to make room for 
them, he must find more time — 
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time that can be his only through a 
lessening of specific attention to that 
primary job of managing the per- 
sonnel under his charge. 


The less a problem the executive 
has in handling personnel under his 
direction, the more time he can give 


to other executive duties. In the fol- 
lowing paragraphs are several sug- 
gestions on steps any bank president, 
manager, or department head can 
take to make his personnel problems 
easier to handle in day-to-day pro- 
cedure. 


‘ 


(A.) Share the facts about bank 
problems with employees. The em- 
ployee who understands these prob- 
lems always is better-equipped to 
work out details by himself or her- 
self, rather than needing the physical 
assistance of the executive. In most 
instances, this added burden can be 
completely eliminated if members 
of the staff are given full and com- 
plete understanding of these specific 
bank problems as they affect the work 
involved. 


(B.) Discuss job problems with 
Page Five 





YOUR STAFF PEOPLE 
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employees. The nerve-shattering chore 
of again and again explaining a job 
problem or giving instructions on 
how it is to be handled, often can be 
eliminated by a complete discussion 
of the problem with the employee at 
the very start. 


(C.) Set an example they will 
want to follow. All of us, no matter 
in what position of business or life 
we find ourselves, look to leadership. 
Each bank executive takes his cue 
from the board of directors or the 
executive of the bank to whom he is 
directly responsible. The men and 
women who work under that executive 
take their cue from him. If the ex- 
ample he sets contributes to accom- 
plishment of chores and routines with 
ease, he will have fewer problems in 
his own position. 


(D.) Avoid prejudices against 
any one employee. This is the hard- 
est battle every executive has to face 
in his daily routine. We all have in- 
herent standards, and when someone 
jars these repeatedly, we cannot help 
but be prejudiced against that indi- 
vidual. When we exercise this preju- 
dice, however, we create antagonism 
from that man or woman, and the 
spirit of cooperation is virtually de- 
stroyed. Yet that is the least of the 
problem, for such obvious prejudice 
has a direct bearing on the work- 
responsiveness of every other indi- 
_ vidual. 

(E.) Maintain a favorable atti- 
tude toward the bank. People do 
their jobs best when they harbor a 
friendly feeling for the firm by which 
they are employed. They need less 
supervision. There are fewer difficult 
situations. When an executive talks 
to his staff about the bank for which 


they work in an unfavorable manner, 
he is building additional management 
problems for himself that should 
never exist. 

(F.) Make certain that credit 
always is given for a job well-done. 
Take a lesson from the youngster in 
your own home (or even your pet 
dog, if you have no children), and 
note how willing he or she is to do 
things when praised or patted on the 
head for any achievement, no matter 
how slight. We adults are no differ- 
ent. We always are willing to put 
forth extra effort when we know that 
effort will be recognized. 

(G.) Help the individual em- 
ployee to get ahead. Many years ago, 
workers were content to stay in a 
given job, once it was handed to 
them; they were satisfied merely to 
hold onto that job. Not so in our 


modern times. Today, almost every | 


single employee in our organization 
has ambition and the desire to get 
ahead. He and she will put forth 
extra effort on the jobs now held, if 
convinced that they are progressing 
upward, rather than standing still. 
That extra effort will be put forth 
for any executive who helps the men 
and women under him to move 
toward their goals. 


Make Time Count 

(H.) Carefully explain answers 
to problems. One of the greatest 
wastes of management time is in ex- 
plaining over and over again how a 
given job is to be handled. In almost 
every instance the trouble is not 
caused by the inability of the indi- 
vidual to grasp the problem; almost 
without exception, the fault lies with 
the executive who failed to explain 
carefully the answer to the problem 








40 MERCHANT STREET 


Commercial Books 
Savings Books 
Machine Posting Books 





General Pass Book Company 


Manufacturers of Pass Books and Check Covers 


Equipped to manufacture covers made of: 
PLASTIC, IMITATION LEATHER, VELLUM DELUXE CLOTH AND OTHER MATERIALS 


Prices and samples cheerfully submitted. 


STE. GENEVIEVE, MO. 


Pocket Check Covers: 
3-to-page Check Covers 
Special covers of all kinds. 
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in the first place. No employee likes 
to keep coming back to the executive 
for such answers; he or she would 
much rather have the whole thing 
worked out in detail the first time. 


(I.) Treat each employee as an 
individual. Where person-to-person 
feeling exists in any situation between 
employee and executive, there always 
is greater spirit, more desire to do 
that little extra, and assured security 
which helps to make the whole opera- 
tion one that brings results. Where 
the executive fails to handle each man 
and woman as an individual, such 
spirit seldom exists. When we feel 
that we are only cogs in a machine, 
we do not have a free desire to do 
any more than required to hold onto 
our jobs until we can find better. 


(J.) Be careful not to hurt the 
employee’s pride. Pride is a power- 
ful drive in many things we do dur- 
ing our business life. That pride is 
particularly important in any situa- 
tion where we work with many other 
individuals. When the executive does 
anything that hurts this pride, the 
employee not only feels resentment 
against him, but assumes a cloak of 
combat against his or her fellow- 
workers. 


(K.) Accept suggestions freely, 
and let it be known that they are 
always welcome. We can never know 
when any employee (who is, we must 
remember, always closer to the actual 
work than we are) will come up with 
some idea that will materially lessen 
dur bank’s operating costs or our 
own management load. When the 
executive maintains an aloof attitude 
and always has discouraged sugges- 
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tions from his people, no one work- 
ing under him will bother to think 
out operational short-cuts on their 
own initiative. And when a worker 
does run across something worth- 
while, he generally keeps it to him- 
self because past experience has 
taught him that there will be only cool 
rebuff if he dares to approach his 
boss with the idea. 

(L.) Get all of the facts before 
enforcing discipline. When things go 
very wrong, and particularly when 
something happens suddenly and un- 
expectedly, it is very easy to pour 
forth invective and discipline right 
on the spot: Our possession of man- 
agement responsibility calls for com- 
plete elimination of what we call 
“blowing one’s top”. Discipline, par- 
ticularly, should be used only after 
the whole thing has been thought out 
with great care, and we have obtained 
all of the facts. Imposing discipline 
on an employee who everyone knows 
was not really to blame for what hap- 
pened (but at first glance appeared 
to be at fault), can result in so 
thoroughly disorganizing the staff 
that the executive will need all of his 
time for months ahead to rebuild the 
damage. 


Be Yourself! 

(M.) Avoid impressing the people 
on the staff with authority. It’s always 
a big temptation to seek to impress 
others with authority. And it’s a 
sure way to make one’s management 
job more difficult. Practically every 
employee expects a degree of au- 
thority over his actions, and does not 
resent it. As long as this is an under- 
stood relationship, he keeps this at- 
titude. But when the executive never 
lets him forget that authority, a re- 
sentment is felt which in time be- 
comes bitter hatred. No smoothly- 
operating organization can _ exist 
when resentment and hatred toward 
the executive is present, even to the 
slightest degree. 

There, Mr. Bank Executive, are 13 
employee-management points worthy 
of your review and attention. 

They weren’t dreamed up; they 
were distilled from the studious ob- 
servation of practical psychologists 
and the lifelong experiences of suc- 
cessful executive managers. 

No bank executive can ever get the 
finest performance from his people 
unless he follows these principles and 
the whole basic spirit behind them. 

END 
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Now’s the time to make sure your customers will have 
a full stocking next Christmas. A Christmas Club is 
the one sure way to do it. ‘ 


You'll be pleasantly surprised at the number of new 
customers entering your doors every day . . . making 
regular payments... discovering your other banking 
services—when you install a Christmas Club. 


And, as so many banks have discovered, you'll not only 
attract new accounts with a Christmas Club, but 
you'll bring to life old ones. 


Any number of Christmas Club Systems 
are at your service. Particularly 
recommended is Rand MSNally’s. 
Their unique Clubtroller system 

speeds handling, cuts costs, eliminates 
need for ledger cards or sheets. 





For samples and full information, drop a line to: 


RAND M°SNALLY & COMPANY, CHRISTMAS CLUB DIV. 
111 EIGHTH AVE., N.Y. 11. BOX 7600, CHICAGO 80 
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If it weren’t for brand names 
You'd have to be a jeweler to pick a good watch 


In your jeweler’s showcase stand 
row on row of beautiful watches. 

As a customer, it’s your job to 
get the most watch for your 
money. 

How can you know you are 
right? On an important purchase 
like this, what gives you the cour- 
age to point at one and say, “‘I’ll 
take this’? In fact—how can you 
be sure about anything you buy? 


A GOOD BRAND 


Isn’t it because you follow the 
first rule of safe and sound buying: 
A good brand 
is your best guarantee 
No matter what kind of a product 
you want to buy, you know you 
can bank on a good brand. You 
know the company stands back 
of it because its reputation is at 
stake. You know, in short, that 

you are right. 


To become an even better buyer, 
get to know more good brands. 
The pages of this magazine are a 
good guide. Let them help you 
cut down on your buying mis- 
takes, get more for your shop- 
ping money. 


BRAND NAMES FOUNDATION 
Incorporated 


A Non-Profit Educational Foundation 
37 West 57th St., New York 19, N.Y. 


1S YOUR BEST GUARANTEE 
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0). OF THE DEVELOPMENTS in our 
time sales department during the past 
10 years has been our participation 
in floor plan financing of automobile 
dealers and appliance dealers. Home 
National finances the stocks of dealers 
until the units have been sold, using 
trust receipts as collateral. From the 
beginning, the time sales department 
has enjoyed steady expansion. 

To begin with, all procedures re- 
lating to “floor plan” records were 
performed manually in several op- 
erations. However, the rapid growth 
of the time sales department made us 
realize that we would have to evolve a 
system of machine-posting for all of 
our trust receipt financing. 





JOHN M. BROWN, assistant cashier and manager of the time sales department of the Home 





Machine Posting in: 
Trust Receipt Accounting 


Sy Joku UM. Brown 


Assistant Cashier and Manager of the Time Sales Department, 
Home National Bank & Trust Company, Meriden, Connecticut 


Activities of the department in- 
volve endless repetition of a few, 
rather than a great variety of, trans- 
actions. Accounting consists of a 
great number of similar entries, 
rather than a great variety of entries. 
This permits the design of a precision 
system to handle individual trans- 
actions on a mass basis. 

We surveyed and analyzed our old 
system in detail, and finally installed 
a mechanized system that I believe 
has wide application. 


The Forms Employed 
STANDARD FORMS. The mechanized 
system uses the following forms: 


1. A quadruplicate trust receipt 


National Bank & Trust Company, Meriden, Connecticut, who authored the accompanying story 


especially for The Independent Banker. 
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form, measuring 844 x 11 inches 
(Figure 1 on Page 10). The original 
(pink copy) of this trust receipt con- 
tains a description of the four items 
it covers, and also includes a demand 
note. 

The dealer’s copy (green) is im- 
mediately mailed to the dealer when 
the trust receipt is set up on our 
books. 

The two remaining (white) copies 
of the trust receipt carry a payment 
history on the reverse side. They pro- 
vide a complete history of all trans- 
actions for the bank’s records and the 
dealer’s records. 

By designing the trust receipt to 
carry as many as four individual 
items, our clerks, loan officers, and 
customers are saved a great deal of 
time and work. The form economizes 
on paper, eliminates the usual clutter 
in our files, and cuts down on the 
time our girls spend filing. 

Adapting the back of the trust 
receipt for machine-posting has pro- 
duced extra dividends. As shown in 
the illustration, this one record gives 
all pertinent details about each item. 

For example: Has Item Number 2 
been paid? Have part payments, as 
promised, been made each month on 
Item Number 3? When was Item ™ 
Number 1 paid in full? 

All this information can be quickly 
found by referring to the payment 
record copy of the trust receipt. 


Control Card 

2. The second form used in trust 
receipt posting is the “dealer’s control 
card” (Figure 2 on Page 11). Each 
dealer has a control card which 
shows the summary of all his trust 
receipts. The card also has a column 
for interest and the date to which 
interest is paid. This record is im- 
portant in controlling line of credit, 
and in analyzing each account. It is 
created as a by-product of the ma- 
chine-posting to the trust receipt. 
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TRUST RECEIPT ACCOUNTING 
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3. The third and final form re- 
quired is the proof journal (Figure 
3). This record shows all of the trust 
activity for the day. 

Much of the credit for the efficiency 
of the posting operation goes to the 
accounting machine we use — a 
National “Class 31”. Not only does 
it fit this job very well, but our op- 
erator can post over a hundred trust 
receipt statements an hour — a won- 
derful production for the complete 
information we get. 


When posting debits (or setting up 
a new trust receipt statement), the 
operator inserts the trust receipt post- 
ing record and the dealer’s control 
card in the machine, side-by-side. 
The operator enters the amounts in 
the proper columns, and the machine 
automatically repeats these figures in 
each balance column, computes and 
prints the grand total on the trust 
receipt, prints the date and number 
automatically on the control card, 
and automatically prints the total 
transaction. If the dealer already has 
a balance on his control card, the 
operator enters that figure and the 
new balance is printed. It is very 
simple and fast. 


Automatic Proving Fecture 

When posting payments (or 
credits), the operator enters on the 
machine's tally sheet the item bal- 
ances appearing on the trust receipt, 
and then the grand total of those bal- 
ances. If any figure has been entered 
incorrectly, the machine at this point 
automatically prints the amount of 
the error and it is corrected im- 
mediately. If the old balances have 
been picked up correctly, the ma- 
chine prints “.00” (zero proof). This 
proving device was received most 
enthusiastically by the operators, 
since it locates any possible errors in 
pick-ups before postings are made 
on the formal trust receipt posting 
record. 


The rest of the procedure for post- 
ing credits is the same as in posting 
debits, but the machine automatically 
reduces the balances. In addition, the 
system is so arranged that dealers’ 
interest payments can be posted dur- 
ing any phase of operation. For ex- 
ample, they can be posted separately, 
with new account entries, or with 
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THE TRUST RECEIPT FORM is in quadruplicate. The original copy, shown here, contains a 
description of the four items it covers, also includes a demand note. Second copy is mailed to 
the dealer. Remaining two copies carry a payment history on their reverse side. 


regular dealer payments. 

SumMary. In working out this 
system for our trust receipt account- 
ing, I believe we would have been 
amply rewarded if we had done 
nothing except redesign the trust 
receipt. However, the savings from 
this, added to the time saved by ma- 
chine-posting, totals enough to repay 
our investment in the equipment once 
a year, and the machine is not used 
full-time on this job. We estimate 
conservatively that the set-up saves 
the full time of one girl. 


Another feature of the accounting 
machine that has improved the sys- 
tem is the built-in electric typewriter. 
We find it important in describing 
miscellaneous entries and unusual 
items, and for printing the many 
memos always necessary for good 
records. 

The machine also is_ versatile 
enough to post coupon payments 
dealers’ contingent liability and _re- 
serve records, daily blotters and trust 
department records, as well as trust 
receipts. END 
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ABOVE — The trust receipt posting record and the dealer's control card are posted at the 
same time. 


BELOW — The proof journal shows all of the trust activity for the day. 
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STAFF MEMBERS of the time sales department of the Home National Bank & Trust Company, 
Meriden, Connecticut, posting on a National “Class 31”. 
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McGRAW-HILL 
BOOKS 


Fon Exccutine Reading 


10 ways 

to develop 
executive 
leadership 
qualities 





The art of being a leader is the foremost 
secret of successful men. This down-to- 
earth guidebook gives a detailed discussion 
of the 10 most important factors for 
building real leadership ability. 


1. The Technique of 


Executive Leadership 
By James F. Bender 


Whatever your job, this book will help you 
achieve or maintain a position of execu- 
tive leadership. It tells you how to: (1) 
analyze yourself, (2) streamline your 
mind, (3) be a pleasure to work with, (4) 
grow as a speaker, (5) improve your read- 
ing habits, (6) master interviews, (7) 
eonduct excellent conferences, (8) be a 
good psychologist, (9) get the most out of 
your physique, and (10) stay tuned to 
modern leadership. 291 pages. $4.00. 


2. How to Develop Your 
Thinking Ability 
By Kenneth S. Keyes 


This book presents an effective, easy-to- 
understand method for developing your 
capacity for clear thinking. Its simple 
formula will give you a real boost toward 
success in the business world, and bring 
you rich dividends in popularity and es- 
teem. 246 pages. $4.00. 


3. How to Write 
a Speech 


By Edward J, Hegarty 


With the aid of this manual, anyone who 
can talk can write an effective speech . . . 
the kind that makes an audience listen 
with pleasure and respond with action and 
applause. Here are tested rules that will 
enable you to plan, write, check, and de- 
liver any type of speech. 226 pages. $3.75. 
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for delivery if you remit with this 
coupon, same return privilege.) 
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() Hegarty’s HOW TO WRITE A 
SPEECH—$3.75 
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FOR NEW ORLEANS, MARCH 26-28 





Convention Speakers Namedg 
By Independent Bankers 


A, PRESSTIME the following infor- 
mation was available from the office 
of the Independent Bankers Associ- 
ation of America concerning the 22nd 
annual national convention of that 
organization at New Orleans, March 
26-28. 

Speakers scheduled to take part in 
the meeting are: 

e Reed H. Albig, president of the 
National Bank of McKeesport, Mc- 
Keesport, Pennsylvania, in a report 
on the findings of the association’s 
committee on small-bank ownership 
succession, of which he is chairman. 

e James H. Clarke, vice president 
of the American National Bank & 
Trust Company of Chicago, on 
“Government Bonds and Federal Re- 
serve Policies”. 

e Paul Harvey, news commentator, 
banquet speaker. 

eG. R. Lockard, president of the 
Bank of West Frankfort, West Frank- 
fort, Illinois, on “Independent Bank- 
ing and Our Dual Banking System”. 

e Representative Albert Rains, 
Democratic member of Congress 
from Alabama. 

e L. Shirley Tark, president of the 
Main State Bank, Chicago, on “Banks 
and Savings and Loan Institutions”, 
same subject he discussed at the 
I. B. A.’s 1952 convention in Minne- 
apolis. 

Work of the association’s legis- 
lative committee will be reported by 
William J. Bryan, vice president of 
the Third National Bank in Nashville. 

The treasurer’s report will be de- 


REED H. ALBIG 
“Continuation” 
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JAMES H. CLARKE 
“Government bonds” 


livered by Carl R. Pohlad, president 
of the Marquette National Bank of 
Minneapolis. 

Report of the nominating com- 
mittee, composed entirely of past 
presidents of the association, will be 
read by its chairman, William L. 
Gregory, president of the Easton- 
Taylor Trust Company, Saint Louis. 
Other members of the committee are 
C. R. Bell, president of the Com- 
mercial National Bank, Anniston, 
Alabama; D. Emmert Brumbaugh, 
president of the First National Bank, 
Claysburg, Pennsylvania; Mr. Bryan; 
E. E. Manuel, president of the George 
State Bank, George, Iowa; N. B. 
Matthews, president of the Basin 
State Bank, Stanford, Montana; 
James S. Peters, president of the 
Bank of Manchester, Manchester, 
Georgia, and Leo W. Seal, president 
of the Hancock Bank, Bay Saint 
Louis, Mississippi. 

Membership of the convention 
resolutions committee has not been 
announced, 

At the opening business session on 
Tuesday morning, March 27, an ad- 
dress of welcome will be delivered by 
W. J. Fischer, president of Progres- 
sive Bank & Trust Company, New 
Orleans, and Ben H. Ryan will give 
the address of the president. Mr. 
Ryan is president of the State Bank 
of East Moline, East Moline, Illinois. 

Other business sessions will be on 
Tuesday afternoon and on Wednes- 
day morning and afternoon. 

Annual banquet is scheduled for 





PAUL HARVEY G. R. LOCKARD 
Banquet “Dual banking” 


Alabama Democrat 


' 


Tuesday evening, to be preceded by 
a social hour. 

The executive council will hold a 
meeting on Monday morning, March 
26, as will the resolutions committee, 
and then both groups will have 
luncheon together. The nominating 
committee is slated to meet Monday 
afternoon. 

Men of the convention will be 
guests at luncheon Wednesday noon. 

The registration desk will be open 
from 3:00 p.m. on Sunday, from 
8:00 a.m. to 7:30 p.m. on Monday, 
from 8:30 a.m. to 6:00 p.m. on Tues- 
day, and from 8:30 a.m. to 1:00 p.m. 
on Wednesday. 

A highlight of the final business 
session will be a drawing for the an- 
nual American Express Company 
prize: a two-week cruise to Bermud 
for two. Delegates may register with- 
in 15 minutes of the starting time of 
each business session. 

Entertainment events include 5!4- 
hour sightseeing tours through the 
city, on Monday, with luncheon at 
Broussard’s, and a 4-hour steamer 
cruise on the Mississippi river Mon- 
day evening, followed by a tour of the 
nightclub section of the city. Co- 
operating in sponsorship of the river 
cruise are the Chicago National Bank, 
Chicago; Deposit Guaranty Bank & 
Trust Company, Jackson, Missis- 
sippi; Gulf National Bank, Lake 
Charles, Louisiana; National Bank of 
Orlando, Orlando, Florida, and 
Progressive Bank & Trust Company, 
New Orleans. END 


L. S$. TARK 
“Savings and loans” 


REP. RAINS 
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' brings you advance notice of this year’s 


| Herbert F. Rawll 
. Memorial Awards Competition 


Starts November 16, 1956. Closes January 10, 1957. 


$10,000 in Cash Awards 


Ist Award $2,000 
, 2nd Award $1,500 


168 Other Awards from $1,000 to $20! 
Open to all Christmas Club members at Financial Institutions 
using the services of Christmas Club a Corporation. 


Here’s what the Competition does for your Institution... 


e@ Offers your Christmas Club members the opportunity to earn generous awards! 


e@ Promotes better customer relations—gives club members a warm, friendly feeling 
toward you. 


e Attracts new members—holds the interest and good will of old members! 


@ Produces a wealth of public relations information that, in the past, has helped 
Institutions increase their Christmas Club memberships by as much as 50%! 


Entry blanks explaining the rules of the Competition and attractive lobby display cards 
will be supplied to you free of charge! 


For full particulars, contact Christmas Club a Corporation. A staff member will call on 
you, without obligation of course. 


Christmas Club 
Christmas @ lub 
Kt Gorporation | 2 re ee a NY I 
» @® 230 Park oa eae ‘iia 17, N.Y. | 16 | 
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OUR EMBLEM is our guarantee of service for your Bank .. . just as it 
is our pledge of sound, independent banking for individuals, corpora- 
tions, families, chuzches and other organizations of Greater Detroit and 
Michigan . . . the entire Commonwealth which we are proud to serve. 


ASSETS OVER $329,000,000.00 





DETROIT, MICHIGAN 


Member Federal Reserve System 
Member Federal Deposit Insurance Corporation 


MEMBERS: INDEPENDENT BANKERS ASSOCIATION 
Michigan Bankers Association and American Bankers Association 
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Via FIRST OF THE YEAR is the 
traditional time to check things up. 
Country bankers might well use 
this occasion to make a frank ap- 
praisal of how well they have been 
managing their banks. 

One thing which should be 
checked regularly is the bank’s in- 
surance. Recently the sale of a 
residence passed over my desk. An 
elderly woman was selling her 
home. When the question of in- 
surance came into the transaction, 
the old lady’s face acquired a va- 
cant look. She guessed her 
daughter had taken care of it, then 
thought maybe her son _ had. 
Eventually it was determined that 
no one had. The house had been 
without insurance for years. 

Tragically under-insured situa- 
tions repeatedly come to bankers’ 
attention. With current property 
values highly inflated and with 
replacement costs at sky-high 
levels, disastrous losses from 
under-insurance are extremely 
commonplace. 

Recently a dairy-farmer cus- 
tomer’s barn caught fire at 2 
o’clock in the morning. The barn, 
21 fine Holstein cows, a number 
of young heifers, grain, feed, and 
equipment went up in smoke. Be- 
fore he was aware of the fire, the 
building was completely ablaze 
and almost $20,000 worth of prop- 
erty was destroyed. There was 
$6,300 insurance on the property. 


A Lesson for Bankers 


Certainly, bankers are much 
aware of all this. Yet have we 
learned the lesson from it that is 











e EDITOR’S NOTE: At the re- 
quest of a number of banker- 
readers, this month’s install- 
ment of “After Hours” is a 
repeat from the January 
1954 issue. The subject is one 
of universal importance to 
banks. 


“After Hours” is an exclu- 
sive regular feature of The In- 
dependent Banker, the per- 
sonal reflections of the presi- 
dent of a successful country 
bank located in a typical rural 
community. 








applicable to our own banks? We 
urge our customers to check their 
insurance and see that they have 
adequate protection, but are all 
the insurable risks in the bank 
taken care of? Our position could 
well be like the lawyer who talked 
all his clients into making wills — 
and died without one, himself. 


It would seem almost elemental 
that a bank should have a com- 
plete record of insurance carried. 
This can simply be a piece of 
paper on which are listed all of the 
various policies the bank has: fire 
insurance on the building and 
equipment, blanket bond, safe de- 
posit liability, forgery, public 
liability and property damage, and 
all the rest. 

One practice we have followed 
for some time is to inventory our 
fixtures and equipment once a 
year. It is not a big job. It takes 
two men about an hour and a half. 
We simply walk around the bank, 


jot down every piece of equipment 
we see — large or small, place a 
value on it based on cost or re- 
placement. 


These values are merely esti- 
mates, but after it has been done 
a few times, quite realistic values 
can be arrived at. One copy of the 
inventory is filed in the vault. In 
event of fire, quite plainly it 
would be a tremendous help in 
adjusting the loss. Further, it is 
very worthwhile information, not 
only in determining how much 
insurance to carry, but to know 
our actual investment in equip- 
ment. 


Embezzlement Losses 


On the question of blanket 
bonds, many bankers vigorously 
resist buying adequate protection. 
Yet the banking press indicates 
almost a forest-fire of embezzle- 
ments nationwide. Certainly the 
need for protection to our banks 
in that respect is very evident. 


The A. B. A. has established a 
schedule of minimum amounts, 
based on deposits, which everv 
bank should carry. The natural 
tendency is to think that no one 
in our bank would be dishonest. 
Yet to be realistic, we must recog- 
nize that the A. B. A. pattern is 
entirely impersonal and is based 
on nationwide experience. 


No great technical knowledge 
of insurance is necessary to know 
that many new risks exist. Laws 
have been enacted in the various 
states which establish new and 
hazardous liabilities which should 
be insured against. It is general 
knowledge that juries and courts 
are not particularly friendly to 
banks when they get into court. 

Thus, it would seem that one 
of the first jobs for 1956 should - 
be a thorough examination of our 
insurance. Some of the insurance 
companies have excellent sugges- 
tions. Our state associations and 
the A. B. A. can be of great help. 
Their experience is impersonal, 
whereas our views are often 
colored by personal feelings. END 
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(). (by Mr. S., Illinois): In the 
January issue you answered a 
question from a Mr. G. of Pennsyl- 
vania, in which you set forth a 
suggested schedule of directors’ 
fees. 


I have heard, someplace, that if 
directors are paid their fees as a 
“salary”, and that if deductions 
are made from such “salary” for 
social security and withholding 
taxes, such directors are covered 
under the bank’s blanket bond. 


What do you know of this? 


A. — It is generally thought that 
directors would be covered under a 
bank’s blanket bond where they were 
paid a salary instead of a fee. It is 
only logical to assume, however, that 
such coverage would be binding on 
an insurance company, in event of 
claim, only if the salary paid was 
commensurate with services per- 
formed and the amount had a direct 
relationship to the compensation the 
director received from his principal 
job, from which he earned his live- 
lihood. Otherwise, such an arrange- 
ment would be considered a subter- 
fuge, and be disregarded. 


As a further comment, it does not 
seem right to presume that all di- 
rectors would be covered, but only 
those who actually render a service, 
such as one who is an active member 
of the discount or executive com- 
mittee. 


For example: a man who is an 
official of a company and receives an 
annual salary of $12,000. He is a 
member of the executive committee 
of the bank, which services require an 
average of three hours of his time 
each week. Based on the fact that he 
actually works 1,904 hours a year 
(365 days, less eight holidays, less 
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is a nationally-known consultant to banks and 
bankers on management, organization, oper- 
ating, business development, and auditing 
problems. He will answer your inquiries in a 
prompt and helpful manner if you address 
him in care of The Independent Banker, 625 
Second Avenue S., Minneapolis 2, Minnesota. 


104 Saturdays and Sundays, less 15 
working days for three weeks’ vaca- 
tion, times eight hours a day), his 
hourly compensation is $6.30 per 
hour ($12,000 divided by 1,904). 

It doesn’t seem logical to me to 
presume that such a director would 
be covered unless his compensation 
from the bank as “salary” amounted 
to at least $75.60 per month, in addi- 
tion to his regular compensation for 
serving as a director. 

As a number of factors are in- 
volved, I suggest that you refer the 
matter to your insurance counsellor, 
who, I am sure, will give you a 
definite ruling, as such a provision 
would apply to your own bank and 
circumstances. 











Q. (by Mr. W., Ohio): From 
time to time in your department, 
which | look forward to reading 
each month, you have commented 
on the volume of consumer credit 
or instalment loans, in connection 
with answers to questions. While 
we are very selective, our loans 
are constantly increasing, which 
seems to be the general situation 
throughout the area. 

While we believe that the vol- 
ume of loans is getting too high, 
we can’t stop taking care of the 
legitimate requests of our cus- 
tomers, and feel there is little we 
can do to put a halt to this possible 
threat to economic stability. If we 
don’t make the loans, someone else 
will. It seems we have no choice 
except to go along with the trend. 

A. — I quite agree with you as to 
your responsibility to your cus- 
tomers. While we all object to gov- 
ernment regulation, it seems some- 
times that such regulation is the only 
answer to controlling unsound com- 
petition. After all, we are living in 
the age of managed economy, say 
what we will. 

In connection with your comments, 
it is of interest to take cognizance of 
President Eisenhower’s Economic Re- 
port to Congress on January 24, in 
which he recognized this trend. In 
this report he stated: 

“The development of consumer in- 
stalment credit has been highly bene- 
ficial to our economy. However, it 
sometimes accentuates movements in 
the buying of consumer durable 
goods. Although present conditions 
do not call for the use of any au- 
thority to regulate the terms of in- 
stalment credit, this is a good time 
for the Congress and the Executive 
branch to study the problem”. 
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As you know, the federal controls 
on consumer credit, when they ex- 
pired May 7, 1952, required a one- 
third down payment on automobiles, 
and full payment within 18 months. 

If President Eisenhower's sugges- 
tion that stand-by control authority 
be adopted by Congress is followed, 
it is only logical to assume that the 
power of the Federal Reserve board 
to invoke the old Regulation W 
authority would be restored. 

As you no doubt recall, Regulation 
W as used in World War II and in 
the Korean war, specified down pay- 
ments of not less than 15% and in- 
stalment payments running not more 
than 18 months, for furniture, floor 


coverings, and appliances such as 
refrigerators, stoves, and washing 
machines. 

While these terms had _ been 


changed from time to time, these were 
the terms in effect during the final 
months while the regulation was in 
effect. 

At one point, auto buyers were 
allowed only 15 months to pay, and 
purchasers of home appliances were 
obliged to make 25% down pay- 
ments. Regulation W, as originally 
set up, required a 10% down pay- 
ment and 30-month instalment period 
for home improvements and repairs. 

Perhaps this is the answer to our 
present situation. 

: * * * 

Q. (by Mr. L., Indiana): For 
years, because *****, we have fol- 
iowed the practice of keeping Stop 
Payment orders indefinitely, except 
that perhaps once or twice a year 
one of the officers will go through 
the list and contact some of the 
depositors as to releasing an order. 
As a result of this practice, our list 
is quite voluminous, and the book- 
keepers complain because of the 
daily work involved in checking out 
the clearings and counter work 
against the list. 

We would be appreciative of 


any suggestions you could pass on 
to us which would help in reducing 
the amount of work involved. 


A. — The handling of Stop Pay- 
ment orders in an efficient and yet 
protective manner is a problem most 
bankers are faced with from time 
to time. As you know, many legal 
technicalities are involved, and any 
new procedure should be adopted 
only with assurance of protection, by 
and with the consent and approval 
of the bank’s legal counsel. 

If you are mindful of the above, I 
would suggest the following changes: 

1. Require all customers request- 
ing the bank to accept a Stop Pay- 
ment order on a check, to sign a 
written order. 

2. Set a time limit not to exceed 
six months on all orders. If possible, 
limit the time to 90 days unless re- 
newed in writing. 

3. Do not accept Stop Payment 
orders on “lost checks”, or, if you 
think it advisable to accept them, do 
not process them where the checks 
are payable to an agency of the fed- 
eral or local governments or local 
telephone or utilities companies. Such 
checks cannot be negotiated for cash 
locally, and if presented through the 
clearings, or cash letters by another 
bank, are guaranteed as to prior en- 
dorsement. Such companies, if there 
has been a “mistake”, usually rectify 
it without trouble. 

(For the same reason, I suggest 
that you check with counsel as to 
processing Stop Payment orders on 
“lost checks” payable to local mer- 
chants). 

In adopting changes, be sure to 
have all changes approved by the 
board of directors through the pass- 
ing of proper resolutions, and see to 
it that all present checking account 
customers are notified of such change. 
In addition, such changes should be 
noted on signature cards or other 
documents covering the relationship 
between depositor and the bank. 
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Q. (by Mr. E., Pennsylvania): | 
am 40 years old, ***** cashier: of 
a (small) bank. | ***** have been 
employed in my present situation 
for 16 years. For some time now | 
have felt that there is no future 
opportunity for me here. ***** 
| have been keeping my eyes open, 
but am unable to seek another con- 
nection, due to the limited time | 
have to visit around. My present 
job keeps me busy all the time. 

What suggestions can you give 
me for contacting the right sources 
as to putting me in touch with other 
banking situations where | would 
have more opportunity for ad- 
vancement and a better salary? 
Thank you. 

A. — I appreciate the predicament 
you find yourself in, and presuppose 
your conclusion has been reached 
after discussing the situation with 
members of the board of directors. 

In order to attain your objective, 
I first would prepare an outline or 
brochure describing yourself (age, 
education, family status, etc.), your 
past record of business activities, and 
your present duties and responsibili- 
ties. Next, I would personally call on 
the following persons, telling them of 
your interest in making a new con- 
nection, and leaving with them a 
copy of your history: 

1. Officer of the large city bank 
where you maintain your correspond- 
ent bank account. 

2. Chief district national bank 
examiner of the district in which your 
bank is located. 

3. Secretary of your state bankers 
association. 

4. The commissioner of banking 
for your state. 

5. The chief examiner, or one of 
the vice presidents, of the Federal 
Reserve bank of your district. 

Through this comprehensive cover- 
age, something of interest is bound 
to turn up. Good luck! END 
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Disnaiiinns IOWA — Continued 
“very healthy condition” is reported 
by the Citizens State Bank, Donnell- 
son, following the successful 1955 op- 
erations. During the year, undivided 
profits account was increased by 
$10,000, and $25,000 was added to 
surplus, raising the latter account to 
$100,000. Footings as of December 
31 totaled $3,044,397.47. 

A new director was elected to the 
board. He is Leonard L. Wilson of 
Leonard Wilson & Sons Construction 
Company. All other directors and all 
officers were re-elected. 

. * * 

Wilmington, Delaware — Stock- 
holders of Equitable Security Trust 


Company elected three new directors, 
all presidents of important local com- 
their 
Twenty-two directors and 13 senior 


panies, at annual meeting. 


advisory board members were re- 
elected. 

The new directors are Charles H. 
Doerger, president of Electric Hose 
and Rubber Company; Ralph K. 
Gottshall, president of Atlas Powder 

Eugene R. Perry, 
National Vulcanized 
Fibre Company. 

* * * 


Company, and 
pan} 
president of 


Uniontown, Pennsylvania—Board 
of directors of the Fayette National 
Bank & Trust Company of Uniontown 
has appointed Samuel D. Braemer as 
trust officer of the institution. 


* 
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“OPPORTUNITIES AND RESPONSIBILITIES IN BANKING” were discussed by William McC. Martin, 
Jr. (left), chairman of the board of governors of the Federal Reserve System, and Homer Livingston 
(right), president of the First National Bank of Chicago, at the “Chicago Assembly” of Rand 
McNally & Company in observance of its centennial. The firm’s president, Andrew McNally Ill, 


stands in the center. 
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Atlanta, Georgia — Outstanding 
growth in earnings, deposits, loans, 
and practically 
every phase of op- 
erations were high- 
lights of the 16- 
page report pre- 
sented to stock- 
holders of the Ful- 
ton National Bank 
by President Wil- 
liam V. Crowley 
at their 47th 
annual meeting. 
Gross operating income reached 
$4,640,655.94, an increase of 16% 
over 1954. After allowance for all 
expenditures, including federal, state, 
and local taxes, net operating income 
was $891,829.26, up 23%. 

Stockholders elected Devereaux F. 
McClatchey to the board of directors. 
He is one of the South’s leading at- 
torneys. 

Charles Wray was promoted to 
trust investment officer, and Charles 
McLaughlin to assistant vice presi- 
dent. Ray Almond, Ed Forio, Jr., 
Calhoun McDougall, Jr., Mrs. Mary 
Naples, and LaMar Sheats were 
elected assistant cashiers, and Robert 
Rountree assistant trust officer. 





MR. CROWLEY 


* * * 


Hollywood, California — Howard 
L. Plumer has been elected executive 
vice president of the Hollywood State 
Bank. Born in Santa Monica, Mr. 
Plumer is a graduate of U. C. L. A., 
engaged in public accounting, served 
in the Army during World War II, 
then joined Hollywood State Bank as 
auditor. He was advanced to as- 
sistant cashier, manager of the com- 
mercial department, general loan 
officer, credit department manager, 
and real estate loan officer. In 1952 
he became assistant vice president, 
then vice president in January 1955, 
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and in June 1955, senior vice presi- 
dent and assistant to the president, 
Wade E. Bennett. ‘ 





RUSSELL, JR. EDWARD 

Minneapolis, Minnesota — Two 
sons of the late Russell L. Stotesbery, 
who was president of the Marquette 
National Bank of Minneapolis, fig- 
ured in the news from annual meet- 
ings of this city’s outlying banks. 
Edward H. Stotesbery was elected 
vice president and executive officer of 
the Columbia Heights State Bank, 
and Russell L. Stotesbery, Jr. was ad- 
vanced from assistant cashier to as- 
sistant vice president of the Univer- 
sity National Bank. 

Edward Stotesbery has been active 
in banking and finance for more than 
12 years. He was vice president and 
director of the Iowa State Savings 
Bank, Clinton, Iowa, and treasurer 
and administrative supervisor of 
Federal Discount Corporation, Du- 
buque, Iowa. 

Russell Stotesbery has been at the 
University National Bank since 1946, 
became assistant cashier in 1953. 

At the same time, stockholders of 
Columbia Heights State Bank elected 
Donald C. Bailey cashier. Formerly 
assistant cashier, Mr. Bailey began 
his banking career in 1941 at Min- 
nehaha National Bank, as messenger. 

Another of the city’s outlying 
banks — Chicago-Lake State Bank 
— has a new vice president in Robert 
A. Erickson, who has been with that 
institution since 1947. Mr. Erickson 
became assistant cashier in 1949 
and assistant vice president in 1953. 


* * * 
Houston, Texas—President James 


A. Elkins, Jr. of the City National, 


Bank of Houston reports the follow- 
ing staff changes: Pete W. Cawthon, 
Jr. and Weldon G. Humble from 
assistant cashiers to assistant vice 
presidents, and Jon Thorwaldson to 
assistant trust officer. 
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Mr. Cawthon, native of Lubbock, 
Texas, graduated from the University 
of Oklahoma with master’s degree in 
petroleum engineering, spent several 
years with the Phillips Petroleum 
Company, joined City National as 
petroleum engineer in 1950, became 
assistant cashier in 1953. Mr. Hum- 
ble, native of Gonzales, Texas, was 
an All-American grid star at Rice 
Institute, is a Marine veteran of 
World War II, played professional 
football with the Cleveland Browns, 
joined City National two years ago 
and shortly was promoted to assistant 
cashier. Mr, Thorwaldson is a native 
of Chicago, holds a law degree from 
Northwestern University, joined the 
bank in 1953, is a member of the 
Texas Bar Association. 


* * * 

Minnewaukan, North Dakota — 
All directors and officers of the 
Farmers State Bank were re-elected at 
the annual meeting, and surplus ac- 
count was increased from $50,000 to 
$100,000, it is reported by President 
V. A. Helberg. 

“Open house” is planned for April 
or May to celebrate pending com- 


pletion of the bank’s remodeling 

project, which includes new front and 

rear entrances, new ceiling with re- 

cessed lighting, new heating plant 

with baseboard radiators, new floor, 

new fixtures, and air-conditioning. 
* * * 

San Diego, California — A revo- 
lutionary non-recourse dental financ- 
ing plan designed by members of the 
San Diego County Dental Society in 
cooperation with the San Diego Trust 
& Savings Bank, was introduced re- 
cently by that institution. Patients’ 
notes accepted under the plan do not 
require the dentist’s endorsement. 

The past year was the most suc- 
cessful in the bank’s history, says 
President J. W. Sefton, Jr., deposits 
going to $33,922,856.31. 

Staff promotions include those of 
Gordon McNary to vice president, 
George F. Wilson to cashier, and Mrs. 
Helen C. Polk, Fred H. Boach and 
Sydney Riley to assistant cashiers. 
Clark G. Will was appointed acting 
auditor. 

During the year, the bank lost two 
directors in the passing of Hal G. 
Hotchkiss and Charles W. Wilson, 
both long-time board members. 
Elected to fill the vacancies were H. 
Philip Anewalt, realtor, and John P. 
Scripps, newspaper publisher. 





THIS EXCLUSIVE PHOTO shows Jefferson Hayes-Davis (left), a director of the First National 
Bank, Colorado Springs, Colorado — and, incidentally, the grandson of Confederate President 
Davis — congratulating President H. Chase Stone on attaining membership in the bank's 


“21 Club”, organized several months ago to give recog 


n to long service by bank employees. 


Mr. Stone became eligible on January 1 this year. Looking on at the right is Charles L. Tutt, 
chairman of the board. Director Davis is a former vice president of the institution. 
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Chicago, Illinois — Walter J. 
Riley, president of Chatham Bank of 
Chicago, reports the advancement of 
Theodore R. Somers from assistant 
vice president to vice president and 
cashier. Mr. Somers will represent 
the bank in its customer relations, 
public relations, advertising, and 
bank publicity activities. In addition, 
he continues active as loan officer in 


the commercial division. 
*. * * 


Augusta, Georgia — Five em- 
ployees of Georgia Railroad Bank & 
Trust Company 
have been pro- 
moted: I. D. Far- 
m= riba, who com- 

pleted 30 years’ 
service with the 
bank in January, 
to vice president; 
Barney Whitaker 
to assistant 
cashier; Charles 
B. Presley, man- 
ager of the agriculture department, to 
assistant vice president; Gardelle 
Lewis from assistant trust officer to 
trust officer, and Richard Karraker 
to assistant trust officer. 

Two new directors were elected to 
the board: William S. Morris, pub- 
lisher of the Augusta Chronicle and 
the Augusta Herald, and Fred A. 
Ware, president of Ware Buick Com- 
pany. 

President Sherman Drawdy re- 
ports that the bank’s 1955 earnings 
were the highest on record. 

* * * 

Russell, Kansas — Surplus ac- 
count of the Home State Bank has 
been upped by $100,000, out of un- 
divided profits, says President C. W. 
Shaffer. Directors also voted the 
annual dividend of $12 per share on 
the common stock, amounting to 
$18,000. All directors and officers 


were re-elected. 
* * * 


Mobile, Alabama — Eight pro- 
motions were made by the First Na- 
tional Bank of Mobile at the annual 
meeting: Wythe L. Whiting, Jr. to 
vice president; Edward S. Sledge, 
2nd, and Walter J. Smith to assistant 
vice presidents; N. Q. Adams to 
assistant vice president and trust 
officer; Joseph Henry Baker, Jr. to 
assistant trust officer; George A. 
Hieronymus and Edward D. Simms 
to assistant cashiers, and Benjamin 
Franklin King, 3rd, to assistant comp- 
troller. 
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COPYRIGHT UNION BANK & TRUST CO. OF LOS ANGELES 


Union Bank MONEY ENGINEERING 


... the dynamic science of making money work 
more efficiently in banking. 

... the turning of paper.items into money 

by out-racing clock and calendar to create new 
working capital for your customers. 


’ Union Bank & Trust Co. 
of Los Angeles welcomes 
the opportunity to 
discuss ways of putting 


Money Engineering ... the availability of specialized facilities 
to work for your bank which widen the scope of correspondent bank- 
and its customers. ing services to banks, large and small. 


Union Bank ¢ Trust Co. 


OF LOS ANGELES 





Teletype: LA501 * Bank Wire: SLUN * The Businessman’s Bank » We Have No Branches 
Member of Federal Deposit Insurance Corporation and Federal Reserve System 








Service Charges 


Adjust your inadequate charges to reflect 
present day costs. 

An analysis by us of the operations of 
your bank will include all required data 
for adjustment. 


DRISCOLL, MILLET & COMPANY 


Analysts in Bank Management 
2228 Lewis Tower 
PHILADELPHIA 2, PENNSYLVANIA 
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MR. WATERS 


MR. JORGENSON 


Billings, Montana—As THE INDE- 
PENDENT BANKER announced last 
month, on January 10 the board of 
directors of Security Trust & Savings 
Bank here promoted O. M. Jorgenson 
from president to chairman of the 
board, and R. M. Waters from first 
vice president to president. 

Mr. Jorgenson has been with the 
bank for 35 years, starting as a 
messenger only four years after the 
institution was chartered in 1916. 
Mr. Waters’ service with the bank 
goes back 32 years, to 1924, when he 
became a bookkeeper. Both men con- 
tinue in the active management of the 
bank. 

Also promoted were Warren F. 
Vaughan from assistant vice presi- 
dent to vice president, and R. G. 
Spanier and R. B. Stratton from 
assistant cashiers to assistant vice 
presidents. Other officers and di- 
rectors were re-elected. 

The Security Trust & Savings Bank 
has been locally-owned since its in- 
ception in 1916, and at present it is 
Montana’s second largest bank. In 
1954, it was listed by the A. B. A. 
among the 50 fastest-growing banks 
in the United States. Most of this 
growth has come under thé manage- 
ment of Messrs. Jorgenson and 
Waters. Last August the bank moved 
into its new six-story building, and 
1955 marked the greatest increase in 
total resources in the institution’s 
history. Resources at year’s end were 
in excess of $39-million. 

* * * 

Cleveland, Tennessee — Mer- 
chants Bank celebrated its 54th anni- 
versary on January 20. with formal 
opening of its new Church street 
branch and drive-in. More than 
2,900 persons registered during the 
day, including over 50 banker visitors. 

At the bank’s annual meeting .a 
stock dividend of 50% was auth- 
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orized, raising the basic capital from 
$100,000 to $150,000, according to 
President G. W. Thorogood. 

Dr. R. S. Hines was added to the 
board, all other directors were re- 
elected. Officers re-elected include, 
besides the president, E. S. Petty, 
board chairman; C. B. Harle and 
M. C. Petty, vice presidents; George 
R. Taylor, cashier, and Mrs. Jessie H. 
Frazier, assistant cashier. Pro- 
motions were given to Miss Evelyn 
L. Goins, manager of the Church 
street branch, and Mrs. Bernice I. 
White, who were named assistant 


cashiers. 
* * * 


Grand Rapids, Michigan — Three 
staff promotions have been made at 
the Old Kent Bank here. William C. 
Whitney, auditor, was appointed to 
the newly-created position of comp- 
troller; William H. Low, assistant 
auditor, was advanced to auditor, 
and Rodney B. Mulder, manager of 
the Creston office, was named assist- 
ant cashier. 

At the same time, Lawrence D. 


Rahilly, president of Interstate Motor 
Freight System, was elected to the 
board of directors. 

President Carl H. Morgenstern re- 
ports net operating earnings in 1955 
amounted to $4.61 per share on the 
250,000 shares outstanding. 

* * * 

Terra Alta, West Virginia — 
Elected to the board of directors of 
the Terra Alta Bank by stockholders 
at their annual meeting were Mrs. 
Betty D. Harned, assistant cashier of 
the bank, and Mrs. Ethel Hope Burn- 
side, president of Farmers Supply 
Company, Kingwood, West Virginia. 

* od * 

Denver, Colorado — James J. 
Durkin, vice president and cashier of 
the Colorado National Bank, was 
elected to the board of directors, and 
Ramey E. Beachly, manager of the 
credit department, was elected assist- 
ant cashier. 

Mr. Durkin began his career in 
banking in 1917 at the age of 14, as a 
messenger with Colorado National. 
He became auditor in 1939, assistant 
cashier in 194], assistant vice presi- 
dent in 1947, cashier in 1951, and 
vice president and cashier in Janu- 


ary 1955. 





BACK AT HIS DESK and catching up on the work is George E. Lewis, board chairman of the 
Lewis State Bank, Tallahassee, Florida, which on March 5 will be 100 years old. Filling him in 


on deveiopments during his two-week automobile trip with Mrs. Lewis to visit their eldest 
daughter in Corpus Christi, Texas, are two of their sons — George Lewis II (left), executive vice 


president, and B. Cheever Lewis, vice president and assistant trust officer. A third son, Jeff D., 
is assistant cashier, and there are two other sons not in the bank, Frank D. and William C. 
Lewis. Mr. Lewis’ grandfather, B. C. Lewis, founded the bank in 1856 and the family has con- 
tinvally operated the institution — Florida’s oldest bank. 
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Michigan City, Indiana — Elmer 
W. Heitman on January 9 was elected 
president of the 
Citizens Bank of 
Michigan City, by 
the institution’s di- 
rectors. He  suc- 
ceeds Thomas M. 
Blackwood, who 
continues as board 
chairman. 

Mr. Heitman be- 
came associated 
with the bank in 
August 1951 as vice president. In 
January 1953 he was elected execu- 
tive vice president and a director. A 
native of southern Indiana, he has 
had a long career in financial activi- 
ties, and is widely known among 
bankers and industrialists in Indiana 
and Chicago. 

The Citizens Bank, founded in 
1888 and now in its 68th year of con- 
tinuous operation, is the city’s largest 
financial institution. 

* * * 
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Canton, Ohio — Directors of the 
Canton National Bank have chosen 
Joseph C. Sommer as the new presi- 
dent to succeed Harley J. Fast, who 
has been in ill health for several 
years. President since 1936, Mr. Fast 
was named vice chairman of the 
board of directors. 

Mr. Sommer, 53, had been execu- 
tive vice president the past year, 
after serving as vice president in 
charge of consumer credit. He joined 
the bank in its bookkeeping depart- 
ment in 1922, advanced successively 
to teller. assistant treasurer, and 
assistant vice president, and vice 
president in 1946. 


* * * 


Covelo, California — Ira J. Mc- 
Limans, formerly with the West- 
chester Title & Trust Company, White 
Plains, New York, and the American 
Trust Company of New York city for 
over 25 years, was re-elected presi- 
dent of the Bank of Covelo. He also 
was elected president of Bankers Sav- 
ings Company, an investment savings 
company. Mr. McLimans formerly 
also was with FDIC for some years, 
and was assistant vice president of 
the First National Bank of Miami and 
Coral Gables, Florida, for five years. 

Other officers elected by the Bank 
of Covelo are John D. Rohrbough, 
chairman of the board; Carl Reed 
Taylor and R. E. Welch, M.D., vice 
presidents; N. M. Taylor, cashier; 
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M. L. McLimans, secretary-treasurer ; 
Charles L. Arrivee, assistant vice 
president, and A. L. Ballentine, assist- 
ant cashier. 

* * * 

Saint Paul, Minnesota—Two new 
officers have been elected to the official 
staff of the Ameri- 
can National Bank 
of Saint Paul, and 
four others ad- 
vanced. 

Edward J. Zim-} 
merman, manager | 
of the time sales © 
contract division, © 
and Owen H. 


Froehle, member 


of the credit de- MR. HAESSIG 
partment, were elected assistant 
cashiers. 


Merle V. Stone, comptroller, was 
promoted to vice president and comp- 
troller; Jean R. Johnson from trust 
officer to vice president and trust 
officer; and Stanley A. Cowan and 
Arthur A. Haessig from assistant 
cashiers to assistant vice presidents. 

Mr. Haessig joined the bank in 
1952 as special representative in the 
department of banks and _ bankers. 
Previously he was an assistant na- 
tional bank examiner for the Ninth 
district, and assistant chief of the ex- 
amining section of the loan guaranty 
division of the Veterans Administra- 
tion. He is a native of this city and 
a Navy veteran of World War II. 


* * * 

Omaha, Nebraska — John R. 
Lauritzen and O. H. Elliott were ad- 
vanced from vice presidents to senior 
vice presidents of the First National 
Bank of Omaha. Both are’ members 
of the board of directors. 

Two new vice presidents were 
elected in D. W. Ryan and E. T. 
Tanner, advanced from assistant vice 
presidents. E. L. Butler was elected 
assistant cashier. 

* * * 

San Antonio, Texas — Board of 
governors of the Federal Reserve 
system has appointed Dr. Harold 
Vagtborg as a director of San An- 
tonio branch of the Federal Reserve 
Bank of Dallas for a term ending De- 

cember 31, 1958. Dr. Vagtborg is 
’ president of Southwest Foundation 
for Research and Education, San 
Antonio. 
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Phoenixville, Pennsylvania — 
Lloyd W. Stover was elected presi- 
dent and trust officer of the Farmers 
and Mechanics-National Bank of 
Phoenixville, to succeed Charles W. 
Bothwell, who was named chairman 
of the board of directors. John J. 
O’Grady, vice president, was elected 
executive vice president and secre- 
tary of the board. 

Mr. Stover joined the bank in 1932 
as a director and cashier. For the 
past several years he has been execu- 
tive vice president, trust officer and 
board secretary. Mr. Bothwell, a past 
president of Pennsylvania Bankers 
Association, had been president of 
the bank since 1933. Mr. O’Grady is 
a former assistant bank examiner for 
the Federal Reserve Bank of Phila- 
delphia. 


* * * 


Alexandria, Louisiana — Tyler H. 
Bland, vice president of Rapides 
Bank & Trust Company, was elected 
vice president of the Louisiana Mort- 
gage Bankers Association at its 
annual convention in New Orleans in 
January. 

Mr. Bland has been with the bank 
since his Navy discharge in 1946, 
became assistant cashier in 1948, 
assistant vice president in 1949, vice 





president in 1950. He is in charge of 
the mortgage loan origination depart- 
ment. 

* * * 

Richmond, Indiana — The Second 
National Bank has two new directors, 
following annual 
shareholders meet- 
ing. They are 
Myron E. Hill, | 
president of Miller — 
Bros. Hardware 
Company, and 
William M.Romey, 
president of 
Romey Furniture 
Company. 

Only changes in 
the bank’s official family were the ap- 
pointments of Richard Stubbs as 
manager of the Hagerstown branch 
and Earl Williams as manager of the 
Greensfork branch. 

President of the bank is E. Z. Elle- 
man, Indiana director in the Inde- 
pendent Bankers Association of 
America. 


MR. ELLEMAN 


* * * 

Saint Louis, Missouri — John T. 
Gibbons, recently retired as president 
of the Absorbent Cotton Company, 
has been appointed to head a new 
business account service at State 
Bank & Trust Company of Wellston. 
He is in charge of servicing both old 
and new business accounts and co- 
ordinating business banking require- 
ments. 
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THE GIANT BLUE-RIBBON embellishment on this painted bulletin had to be soft enough to move e 
in even a slight breeze, yet durable, weatherproof, and color-fast. What better than plastic 
swimming-pool liner in blue-ribbon blue? Here, J. F. Holland (right), vice president of adver- 

tising for Farmers & Merchants National Bank of Los Angeles, checks out specifications with 

Jim McTighe, account executive of Ruthrauff & Ryan, Inc. The letterbox is painted in the new 
red-white-and-blue combination. 
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Monmouth, Illinois — The Mon- 
mouth Trust & Savings Bank has ap- 
pointed Jon Griffin manager of its 
newly-created farm service depart- 
ment, reports Harold U. Scott, execu- 
tive vice president. After serving 
eight years as supervisor of Illinois 
soil experiment fields in the Western 
part of the state, Mr. Griffin resigned 
to assume his new duties on Febru- 
ary l. 

* * * 

McKeesport, Pennsylvania — Dr. 
J. O. Walk has been elected to the 
board of the First 
National Bank of 
McKeesport. 

W. S. Skelly 
and William H.# 
Rodd, II have been “¥ 
advanced from as- \@& 
sistant vice presi 
dents to vice presi 
dents, and Alber 
Fiddler from as- 
sistant cashier to 
assistant vice president. Raymond W. 
Gripp, Jr. was named assistant vice 
president. He joined the bank last 
November. 

* * * 

Houston, Texas — South Main 
State Bank, Houston, reports that 
C. T. Sewell was promoted from 
assistant cashier to assistant vice 
president, at the recent annual meet- 
ing of the institution. 

* * . 

Los Angeles, California — Seven 
new officers were elected at the annual 
board meeting of the Farmers & Mer- 
chants National Bank: Edward J. 
Veelik, Cecil Gregory, John J. Stine, 
Joseph Q. Blake and Duane J. Pitts- 
ford, assistant cashiers; Robert Mc- 
Curdy and Herbert Ostling, assistant 
trust officers. Warren G. Pressnall 
was advanced from assistant trust 
officer to assistant cashier. 

. * . 

Crookston, Minnesota — Grand 
opening of the new home of the First 
National Bank is planned for Sep- 
tember 15, to coincide with the insti- 
tution’s 75th anniversary, says Presi- 
dent Marvin R. Campbell. The new 
building will feature every modern 
banking convenience, including a 
basement community-room. 

Leslie R. Erickson, 52, assistant 
cashier of the bank and lifelong local 
resident, died recently after several 
weeks’ illness in a hospital. He had 
been with the bank since 1922. 
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oe made a pitch on service 


in recent months because we have 
been so hopped up about electro- 
mechanical check processing that 
we have forgotten to scrutinize our 
service reports. Fortunately they are 
up to par, so most of our people 
must be focusing on delivering 
today’s checks today, even though 
some of us have been temporarily 
diverted into the realm of tomorrow. 


Which reminds us that service is 
still the big thing in the check 
printing business . . . and far be it 
from us to forget it. The more we 
have to imprint on checks, the 
greater the danger of creating 
bottlenecks that affect service. For 
example, last year we handled four 
and one-half million orders for 
imprinted checks. If we had to print 
an account number on all of these 
orders, we would need about seven 
Intertypes just to cast the four and 
one-half million extra lines of type. 





SERVICE 








It so happens that we recognized 
this ten years ago, when we adopted 
automatic teletypesetting to replace 
manual operation, and as a 
consequence we now get along very 
well with only twenty-seven Inter- 
types instead of the sixty-two we 
would need if we had retained 
manual operation. That, of course, 
means a lot in space and money, 
and provides us with a cushion to 
equip for the future. 


Where there is so much smoke 
there must be fire, and judging from 
the number of large banks now hot 
on the subject of account numbers, 
it won't be long before we will have 
to install these seven additional 
Intertypes. This is fine with us, but 
no matter what the format of the 
checks of the future may be, service 
will continue to be the vital 
ingredient . . . and that is where 
we shine. 











E LUXE 


CHECK PRINTERS 


Manufacturing Plants at: CLIFTON, PAOLI, CLEVELAND, 


INDIANAPOLIS, CHICAGO, KANSAS CITY, ST. PAUL 















Progressively growing since 
1833, we offer the same fast 
efficient service you expect 
and get, from your own staff. 
We welcome the opportunity 
to serve you in your business 
interests in Augusta and the 


surrounding area. 


122 YEARS OF... 


DEEP-ROOTED DEPENDABILITY 


OLDEST CHARTERED FINANCIAL 
INSTITUTION SOUTH OF THE 
NATION'S CAPITAL 


— MEMBER — 
FEDERAL RESERVE SYSTEM 
& 

F. D. 1. C. 





UNEXCELLED 
IN 
CORRESPONDENT 
BANKING 
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AROUND THE NATION 


(Continued from Page 25) 





Dallas, Texas — First National 
Bank in Dallas in 1955 set new 
records in every 
phase of activity— 
deposits, resources, 
loans, earnings, 
and dividend pay- 
ments — it is re- 
ported by -Presi- 
dent Ben H. 
Wooten. 

Deposits reached 
$774,069,044, re-. 
sources totaled 
$845,768,742, loans went to $373,- 
445,499, the latter showing a 10% 
gain. 

Three new senior vice presidents 
were elected at the annual meeting: 
H. J. Blackwell, senior vice presi- 
dent and cashier, and C. B. Parrott 
and Vance Foster. 

Twelve other officers were pro- 
moted and six new officers elected. 
In the former category are Sam W. 
Easter from assistant vice president 
to vice president; H. Leonard Jacks, 
Roy V. Jackson and Hubert C. 
Gentry from assistant cashiers to 
assistant vice presidents; George P. 
Ridgway from assistant trust officer 
to vice president and assistant trust 
officer; J. M. Denson from assistant 
trust officer to assistant vice presi- 
dent, and Homer J. Andrews, Kirby 
E. Gibbs, Loren D. Gordon, Paul H. 
. Kirk, James H. Merritt and J. H. 
Montgomery from assistant trust 
officers to trust officers. 

Darwin R. Fendley, William C. 
Morris and Robert T. Present were 
named assistant cashiers, and Wil- 
liam L. Baldwin, Cave L. Johnson, 
Jr. and J. Lawson LaPrelle, Jr., as- 


sistant trust officers. 


MR. WOOTEN 


* * * 


Mobile, Alabama — James T. 
Overbey, senior vice president of the 
First National Bank. of Mobile, cur- 
rently president of the Robert Morris 
Associates, has been dctive in the 
association’s affairs since 1934. He 
served as a national director and 
second vice president, then as first 
vice president, before becoming 
president at the Philadelphia conven- 
tion last Fall. 

In addition to being a member of 
the executive committee, the com- 
mittee on cooperation with the 
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A. B. A., and chairman of the policy 
and planning committee, Mr. Over- 
bey was a charter member of the 
southeastern chapter and its president 
in 1949-1950. He is a graduate of 
the A. I. B. and has served as an 
instructor, and he attended the Grad- 
uate School of Banking at Rutgers 
University. 

And on top of all that, he finds 
time for civic, church, and social 
work! 

* * * 

Peoria, Illinois — The Jefferson 
Trust & Savings Bank, Peoria, has 
acquired by long-term lease the ad- 
joining building formerly occupied 
by the executive and business offices 
of the Peoria Journal Star. 

President W. James Patton says 


that the bank’s extensive remodeling 
program includes a substantial in- 
crease in its drive-in facilities, a serv- 
ice which was pioneered in the Mid- 
west by the Jefferson Bank several 
years ago. 

- * * 

Russell, Minnesota—Stockholders 
of the Farmers State Bank at their 
annual meeting elected James A. 
Ulvilden to the board of directors. 
Mr. Ulvilden, after completing grad- 
uate work for a Master’s degree in 
agricultural economics at South 
Dakota State College in 1953, joined 
the bank’s staff as agricultural rep- 
resentative with title of assistant 
cashier in August of that year. 

Officers of Farmers State Bank in- 
clude Harrison L. Gregg, president 
and board chairman; F. W. Cooney, 
vice president; Lewis H. Gregg, 
cashier; Grace G. Wallin and Mr. 
Ulvilden, assistant cashiers. 








GEORGIAN COLONIAL is the design chosen for the new building of the McHenry State Bank, @ ( 
McHenry, Illinois, which has approved plans drawn up by Bank Building & Equipment Corporation 

of America, Saint Louis. The building, a combination of brick and stone trim, will set back on a 

landscaped lot. A cupola with clock and weathervane will top the one-story building. Interior 

also will carry out the Colonial theme, yet offer the most modern banking methods. The building 

will be air-conditioned. 
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Los Angeles, California — Stock- 
holders of the Union Bank & Trust 
Company added five new members to 
the board of directors at the annual 
meeting, bringing total board mem- 
bership to the authorized limit of 25. 
The new members: 

Harry J. Volk, vice president in 
charge of Western operations, Pru- 
dential Insurance Company of Amer- 
ica; Dr. George Piness, president of 
the Wilshire Boulevard Temple; Ter- 
rell C. Drinkwater, president of West- 
ern Air Lines, Inc., and Hal W. 
Cross and Harry N. Herzikoff, bank 
vice presidents. 

Directors then advanced Kenneth 
E. Ritter, Warner Heineman, William 
L. Olsen, Edwin P. Ziegler, Leonard 
Weil and James E. Tweedt to assist- 
ant vice presidents; elected William 
E. Nelson and Leslie P. Tamblyn as- 
sistant cashiers, and Sydney J. 
Taylor, assistant trust officer. 

* * * 


Chicago, Illinois — Directors of 
the LaSalle National Bank, Chicago, 
have elected Harold Meidell presi- 
dent and chief administrative officer, 
it is reported to THE INDEPENDENT 
BANKER by John C. Wright, board 
chairman and former president, who 
continues as chief executive officer. 
Frank G. Price of the trust depart- 
ment was advanced from assistant 
vice president to vice president. 

Mr. Meidell joined the bank in 
1946 as comptroller, became vice 
president and cashier in 1947, execu- 
tive vice president in 1952, and a 
director in 1953. 


* * * 


Tyler, Texas — Two new directors 
have been added to the board of 
Citizens First National Bank of Tyler: 
Samuel J. Levine, general manager of 
General Electric’s home heating and 
cooling department, which will head- 
quarter here, and F. O. Penn, an 
independent oil operator. 








Denver, Colorado — Upon its 
completion in 1958, Colorado’s tall- 
est skyscraper (see photo) will be- 
come the home of one of the nation’s 
larger banking institutions, to be 
formed through the merger of the 
First National Bank of Denver and 
International Trust Company. 

The 28-story, $10-million office and 
bank building will be built beginning 
March 1 by John D. and Clint Mur- 
chison, Jr., of Dallas, Texas. It will 
contain more than 400,000 square 
feet of office area. Including the 
parking wing (not shown at the 
right) with initial capacity of 400 
cars, the drive-in banking facilities, 
and the motor lobby, it will encom- 
pass some 526,500 square feet. Roof 


will be constructed for possible future 
use as a helicopter landing port. The 
bank will occupy the basement and 
first three floors of the base struc- 
ture, with frontage of 266 feet on 
17th street. 

* * * 

Kansas City, Missouri — Annual 
conference of bank correspondents of 
the Commerce Trust Company, 
Kansas City, is scheduled for Friday, 
March 9. Some outstanding speakers 
are being booked and program de- . 
tails are nearing completion. 

Vice President E. J. Flinn says that 
the business session will begin at 
10:00 am. at Hotel Continental. 
After luncheon there will be another 
session, followed by 5:00 p.m. social 
hour at Hotel Muehlbach, where 
dinner will be served, followed by an 
outstanding floor show. 

Joseph C. Williams, vice chairman, 
announced the names of three prin- 
cipal speakers: Dr. Allyn P. Evans, 
economist and president of Lionel D. 
Edie Company, New York, on “The 
Business Outlook for 1956”; Dr. 
Lowell S. Hardin, professor of agri- 
cultural economics at Purdue Uni- 
versity, on “The Agricultural Out- 
look”, and Arthur Eisenhower, vice 
chairman of the bank, on “My Bank- 
ing Observations”. 

Other speakers will include How- 
ard P. Cameron, vice president and 
trust officer; Tom C. Cannon, vice 
president in charge of the installment 
loan division; Raymond B. Reece, 
vice president; William L. McKnight 
and R. Warren Rhodes, assistant 
cashiers, and Fred H. Olander of the 
National Livestock Company. 

Registration will begin at 9:00 
a.m. Carl A. Charlson, vice presi- 
dent, emphasizes that the bank is es- 
pecially inviting the ladies to attend. 

Mr. Williams says the bank ex- 
pects the largest attendance since the 
inauguration of these meetings —- 
about 1,000 bankers. END 
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JURAN & MOODY, Inc. 


Specialists in Municipal Bonds for Banks 


@ Bonds appraised, purchased and sold. 
@ Portfolios analyzed. 
@ Confidential advisory service. 


93 East Sixth Street 
ST. PAUL 1, MINNESOTA 
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The ninety acres of Roosevelt Island 
lying offshore from the Lincoln Memorial 


Potomac Portra it (upper left) and preserved in their 


natural state as a memorial to the great 








conservationist, Theodore Roosevelt. | 


NO. 9 IN A SERIES DEPICTING THE PRINCIPAL FEATURES OF WASHINGTON’'S HISTORIC RIVER 








Ollie Atkins 





Check of “our youngest president” 
written during his second term 


of office in 1908 














The RIGGS NATIONAL BANK 
of WASHINGTON, D. C. | @ 


FOUNDED 1836 * LARGEST BANK IN THE NATION'S CAPITAL 
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A Commercial Banker Talks 


About S & L Competition 
Sy Gaylord 4. Freeman, Jr. 


A, THE END OF 1945, we commercial 
banks had 80% of the combined sav- 
ings, and the savings and loan associ- 
ations had 20%. In 1946 we added 
$3.7-billion of savings, and the sav- 
ings and loan associations, $1.2- 
billion. We didn’t have to be ashamed 
of that. 

But in the following eight years we 
made a very poor showing, as shown 
in this table: 


e In 1947—we each picked up 
about the same amount, 

e In 1948—they gained twice as 
much as we. 

e In 1949—four times as much. 

eIn 1950—almost 10 times as 
much. 


For some reason, or reasons, the 
public has reversed its past practice 
and now puts more new money into 
savings and loan associations than in- 
to the commercial banks. Why? 

It is imperative that we understand 
the reasons for this fundamental 
change in the public’s habits. Fortu- 
nately, some of the causes are fairly 
apparent. 


The Basic Causes 


First — most savings and loan 
associations have more attractive 
quarters. 


There isn’t any question about this 
in most communities. In part, it is 
also because the banks, and conse- 
quently their buildings, are old, while 
many savings and loan associations, 
and their quarters, are new—but the 
difference is greater than that. 

Recently I took a drive down just 
one street, picked at random, in 
Chicago, and photographed the bank 
and the competing savings and loan 
associations in each of three shopping 
centers located on that street. Even a 
quick look at these pictures demon- 
strates that while the appearance of 
these bank buildings is better than 
average, the savings and loan associ- 
ations’ quarters are far more at- 
tractive. ; 
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The same distinction is even more 
obvious in the interior decorations. 
By the use of color, design, flowers 
and plants, modern lighting, and less 
formal furniture, the savings and loan 
associations achieve an atmosphere as 
friendly as a livingroom. This is in 
complete contrast to our traditional 
pillars, marble, and brass, which 
make most banks look like a Grecian 
temple on the outside and a combi- 
nation of jail and men’s lavatory on 
the inside. 





MR. FREEMAN 


Vice President, First National Bank of Chicago 


According to the Wall Sireet 
Journal, the officers of one New York 
city bank refer to the three rooms in 
which they receive customers as “the 
vault, the crypt, and ‘the chapel”. 
That is typical. 

The fact is that savings and loan 
association quarters are designed to 
be attractive, whereas bank quarters 
are all too often designed to be im- 
pressive. We have both succeeded in 
our design. The banks have impressed 
the savers, but the savings and loan 
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S & L COMPETITION 


(Continued from Page 29) 





associations have attracted them — 
and thereby attracted their savings. 

Second — the savings and loan 
associations appear more friendly to 
the customer. 

Indeed, the attractiveness of their 
quarters, both outside and in, is but 
a reflection of an entirely different 
attitude toward the customer. They 
seek to appear pleasant, informal, 
and friendly. They start out by select- 
ing, on that basis, their personnel 
who come in contact with the custom- 
ers. In most instances they have a 
gracious young woman greet the 
customers. On the other hand, we 
greet our customers with an armed 
guard. 

They take the customer across a 
carpeted floor to a comfortable seat, 
whereas we force him to stand in line 
at a marble wall—and then we speak 
to him only through a barred win- 
dow. In most instances, they remain 
open more hours each day than do 
the competing banks, and offer more 
evening service. : 


They Advertise More 

Third — the savings and loan 
associations advertise more. 

They advertise more, and, all too 
frequently, they advertise more effec: 
tively. 

Last year, the banks spent approxi- 
mately $68-million for advertising. 


The savings and loan associations 
spent $36-million. That sounds as 
though we were doing an aggressive 
job—but this is not so, in relation to 
our size. 

For every $1,000 of deposits, the 
savings and loan associations spent 
$1.30 for advertising, while the banks 
spent only 32c. Proportionately, the 
savings and loan associations spent 
four times as much as the banks. 


Those Higher Rates 

Fourth, and a most important fac- 
tor—the savings and loan associ- 
ations pay a higher rate of return. 

By far the greatest attraction of 
the savings and loan associations is 
the rate they pay—214%, 3%, 312%, 
or even 4%. 

A survey of the principal cities in 
the Seventh and Eighth Federal Re- 
serve districts shows that they pay 
from 50% to twice or even three 
times the rate that we pay. 

Fifth—how can the savings and 
loan associations pay so much higher 
rates than we? 

The reason is simple: they can pay 
a higher rate because they earn a 
higher return. They earn a higher 
return because (a) they invest 
virtually every dollar of their sav- 
ings in loans, and (b) all of their 
loans are long-term, high-rate mort- 
gage loans. 











Fine Quality Bank Fixtures 


Remodeling or New Construction 


GAGE & WOLFERS 
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“When Farmer Jorgenson came to our 
bank for a feed loan, we told him 
we would be happy to accommodate 
him if he would adopt the Ralston 
Purina feeding program. Now Jorgen- 
son is happy, and his hogs just love 
him”. 














At the end of 1954, savings and 
loan associations had 96% of their 
share accounts in long-term, high- 
rate mortgage loans. On the other 
hand, we commercial banks, at the 
end of 1954, had 39% of our sav- 
ings in real estate loans (and, in- 
cidentally, that was higher than the 
average for the past 20 years, of 
29%). 

Of the savings entrusted to com- 
mercial banks, we do not invest 
nearly as much in mortgages because 
we think they are not sufficiently 
liquid to give us the degree of safety 
which we feel we should offer to the 
public. 

We not only wouldn’t invest as the 
savings and loan associations do— 
we couldn’t. Congress has forbidden 
national banks and state member 
banks from investing any more than 
their capital and surplus (or 60% 
of our time deposits) in such mort- 
gages. Why? Because Congress wants 
the banks to be liquid—so that the 
savers’ funds will be safe and availa- 


ble. 


“Loan Associations” 

Congress does not require the same 
safety or liquidity of savings and loan 
associations. It authorized the or- 
ganization of federal savings and 
loans for the primary purpose of pro- 
viding a market for mortgage loans, 
and it continues to encourage their 
growth in order to maintain that 
market. 

This suggests that instead of our 
objecting to the savings and loan 
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associations’ referring to themselves 
as “savings associations”, we should 
refer to them—and encourage the 
press to refer to them—as “loan 
associations”, which is what they 
were meant to be—and are. 


The net effect is that because of 
their less conservative lending policy, 
the loan associations earn relatively 
much more than we do. 


It is this difference in gross earn- 
ings, rather than any major differ- 
ence in expenses, that accounts for 
the difference in net. For each $1- 
million of deposits or share accounts 
in 1954, the operating expenses—be- 
fore interest (dividends)—were not 
greatly unlike: loan associations, 
$13,060; banks, $16,474. Thus, the 
difference in the investment policies 
carries through to earnings available 
for interest, dividends, and reserves. 


In 1954, for each $1-million of 
share accounts (or deposits), the loan 
associations had earnings before 
dividends and reserves of $37,283, 
and the insured banks had earnings 
before interest and reserves of only 
$11,404. 

With earnings of about three times 
ours, the loan associations can pay a 
_ much higher rate. Obviously, our 

more conservative lending policy is 
the principal reason why we cannot 
match the rate they pay. 


The Real Difference 


Even if we were taxed alike, loan 
associations’ earnings would be more 
than twice the amount of ours. It is 
the difference in investment policy, 
rather than the difference in tax treat- 
ment, which accounts for the great 
difference in earnings. 

The rapid growth of the loan 
associations is so discouraging that 
it may seem almost impossible for 
us to retain or regain savings. If we 
merely look at the curve of the last 
10 years and project a continuation 
of that curve, we find ourselves faced 
with the prospect that by 1959 the 
loan associations will have more than 
50% of the combined savings. 

It has been estimated that within 
10 years the loan associations, 
mutuals, and credit unions will have 
almost twice the amount of savings 
held by commercial banks. 


We must recognize two factors 
working in the opposite direction. 

First —the loan associations are 
gaining increased respectability. To- 
day, as heretofore, the public pre- 
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fers to deal with a bank because of 
the greater. prestige which banks en- 
joy. But the modern, well-located 
offices which the loan associations 
have been building, combined with 
the public’s mistaken impression that 
Federal Savings & Loan Insurance 
Corporation insurance is a complete 
government guaranty, are tending to 
weaken the public’s historic prefer- 
ence for dealing with a bank. If so, 
the loan associations may not have 
to pay so much higher a rate than the 
banks do, in order to attract savings. 


A. B. A. on the Job 


Second—and this is a major prob- 
lem—the loan associations, antici- 
pating an eventual decline in the 


mortgage supply, may seek to obtain . 


legislation which will permit them 
to invest in other types of securities, 
presumably consumer credit loans 
and perhaps term commercial loans. 


The loan association lobby in 
Washington has repeatedly sought 
such legislation authorizing this in- 
creased area of investment. Thanks 
to an alert A. B. A. staff, the Con- 
gress has been apprised of the error 
of such a course, and the loan associ- 
ations have been unsuccessful in the 
national legislature. But I was dis- 
mayed to see that last Spring the 
Illinois Savings & Loan League was 
able to obtain some enlargement of 
the authority of Illinois loan associ- 
ations to invest in other than real 
estate loans, i.e., marketable securi- 
ties (indebtedness) in an amount up 
to 15% of their assets, with relatively 
little objection registered by the 
Illinois bankers. 


While the federally-chartered loan 
associations have not yet been suc- 
cessful in obtaining legislative au- 
thority to enter the consumer credit 
field, they are already doing so by 
thwarting the original purpose of 
open-end mortgage provisions and 
using its security to finance vacations, 
weddings, and the purchase of auto- 
mobiles, pianos, etc. 


Furthermore, we must bear in 
mind that the pressure of their funds 
seeking adequate investment op- 
portunities will become an almost ir- 
resistible force if the present rate of 
housing construction should drop 
substantially. 

When that time comes, we had 
better be well organized or we will, 
in truth, find ourselves competing 
with a third banking system. END 


THE BEST 
POSTING TRAYS 
HAVE ALWAYS 
COME FROM 
Le Frebure 

.. ond always will! 
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TIME 


in weekly business essay in the January 30 issue of Time presented a fresh 
appraisal of Washington lobbying and lobbyists. As a practice or trade, Congressional lobby- 
ing has seen some phenomenal growth. 


The earlier image of a lobbyist as a “bediamonded, potbellied, sleezy, behind- 
the-scenes manipulator” has generally faded, and today’s lobbyist, Time reveals, is more gen- 
erally a “well-trained, accommodating technical expert who deals in facts.” 


We were especially interested in the final conclusion made in Time’s business 
essay: Congressmen are no longer impressed by blizzards of mail, but a Congressman “cannot 
ignore the authentic voice from the grassroots, even if the cry is led by a lobbyist.” 


THE INDEPENDENT BANKER has never offered its readers suggested phrases, 
‘model letters,” 
Washington. Instead, we have repeatedly urged our readers simply to write to their representa- 
tives and convey in honest, sincere terms their frank wishes concerning banking legislation. A 
brief, sincere, personal message will carry much greater weight than a long, stereotyped mani- 


or other “blizzard” material for bankers to have re-copied and mailed. in to 


: festo. 


In turn, we have tried to persuade bankers to discuss their convictions with their 
business associates both within and outside their own industry, and to encourage such business 
associates to participate in writing their individual letters to Washington. 


The men on Capitol Hill truly want to do what is genuinely right. Yet, no mat- 
ter how convincing and proper the professional lobbyists’ arguments may ring in their ears, 
those arguments are hollow unless they are confirmed and fortified by the individual, ‘“authen- 
tic voices from the grassroots.” 


Mr. Banker, if you have never before taken some minutes from your busy life to 
persuade another soul to your own convictions on banking legislation, you should lay aside 
less vital matters and discharge this responsibility now. And if never before in your life you 
have penned or dictated a letter to your senators, portraying simply your feelings on bank- 
ing legislation, you should positively do so today, before the setting of the sun. It is your 
voice, sir, which is the authentic voice. 


Time has brought you this important conclusion. Now is the time for you to act 
on it. 
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..- Ordered Yours Yet? 


HOW TO AUDIT 
A BANK 


By Marshall C. Corns 





A manual every bank director should use as a 
guide in discharging the obligations of his 
office imposed by law. 


e A manual every bank officer should use in 


directing the management affairs of the 
bank. 


A manual every bank auditor should use in 
setting up an internal control system and in 
establishing an audit routine tailor-made to 

Written in Chart of Accounts form fit the needs of his own bank. 

for your convenience. 










A manual every certified public accountant and 
every public accountant should use in under- 
taking services for bank clients. 


= in detail how to audit a specific department or 
section, or all departments and sections of even the largest 
bank. Contains samples of the most practical forms to use 
in executing an audit program. Sets forth for your guidance 
schedules and samples of forms to be used in verifying 
accounts — a most important phase of any audit program. 


OH onc ccc ew conc nc nccncccccncnccccccnnscnencnnensesccs 
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THE INDEPENDENT BANKER 
625 Second Avenue South 
Minneapolis 2, Minnesota 


e Authoritative! 


Please send me a copy of How To Audit a Bank by Marshall C. Corns. If it 
meets with my approval | will mail you $15.12 within five days. Otherwise, | 


«Complete! 


may return the book within five days and pay nothing. 


¢ Nationally 
Popular! 


As Title. 





Bank 








City State. 








THE 


INDEPENDENT BANKER 


rege SECOND AVENUE’ SoUrH 


INNEAPOLIS 2,41N 


80% OF THE BANK'S BUSINESS is at the commercial windows, and is handled by seven 


National Teller machines. 


“Our 100% Chalional System 


NESOTA 


MR. ALBERT C. STRANG, President. 


THE TRADESMENS BANK & TRUST COM- 
pany of Vineland, N. J., where a 
100% National System provides the 
maximum in complete audit control. 


provides complete Audit Control 


...repays its cost many times over in savings! 


Be the last eight years our bank has 
xperienced a considerable increase in 
olume in all departments,” writes 

Mr. Strang. ‘“‘We are now using 19 

National Accounting Machines in 

poe the business of our seven- 

teen million dollar bank. 

“We have seven National Teller 
machines, seven Commercial Account 
Bookkeeping machines, three Proof 
machines, one Savings machine, and 
one Multiple-Duty Typewriter-Book- 
keeping machine. Since 80% of our 
business is handled at our commercial 
windows, one of the most important 
steps in our program of mechaniza- 
tion was the installation of seven 
National Teller machines 2% years 
ago. 


THE NATIONAL CASH REGISTER COMPANY, Dayton 9, Ohio 


1” 


—The Tradesmens Bank & Trust Company, Vineland, N. J. 


“Our 100% National System pro- 
vides our bank with the maximum in 
COMPLETE AUDIT CONTROL. 
We feel most confident that our com- 
plete National System pays for itself 
many times over during the life of 
the machines. These savings have 
been brought about through better 
utilization of valuable bank personnel 
and better audit control over all 
transactions. 

“The efficient performance of our 
Nationals has also been a big con- 
tributing factor to better customer 
relations and the rapid growth of 
our bank. We are pleased to recom- 
mend a National System to any 

an ve 


ES IN 94 COUNTRIES 


How would you like to have audit control 
like this in your bank? A National System 
soon pays for itself out of the time and 
money it saves, then continues returning 
savings year after year as extra dividends. 
Why not have your nearby National rep- 
resentative show you how a National 
System can improve your banking opera- 
tion. Call him today. His number is listed 
in the yellow pages of your phone book. 


*TRADE MARK REG. U.S. PAT. OFF. 








